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Get your customers Siudge related 
offtoa mm xcs, 
clean start | to put your 


and save as service department 

° a ‘fin the red”’. 

precious Gg 

e e You can cut down on this cost- $ 
Service time ly service by removing sludge and : 
-* other contaminants from yours: 
customer’s tank. The Hamcos 
79-SP Tank Cleaning System is$ 
designed to filter sludge with-$ 
out removing any appreciable $ 
amount of valuable heating oil. $ 
Portable and easy to use, the$ 
Hamco 79-SP comes complete: 
with all accessories and instruc-¢ 
tions for efficient one-man opera- $ 
tion. 


Let us show you how to turna 
profit on oil Tank Cleaning. 


Hamco Tank s UL listed for pumping #’s 2-6 oils 
: Self priming 
Systems a 


Cleans at any level 
P.O. Box 135 77 Ball Rd. 10 day money back guarantee 
Townsend, MA 01469 (617) 597-8026 


West Coast Distributor — Pringle Power Vac, Inc. Walla Walla, WA (509) 525-4423 


Circle Reader’s Service Card No. 300 
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